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To: 2200 - Atlanta Region, 2210 - Atlanta ROU, 1100 - Boston Region (KERSHON), Ahiabulke, Anthony E., 

Darcy, Joe F., Mirabal, Lawrence, Shaw, Rusty R., Beasley, Scott A., Bothe, James M., Roll, Linda, 

Williams, Donald J., Piscitelli, J, 2100 - Winston-Salem Region, 2110 - Winston-Salem ROU, 

1710 - Pittsburgh ROU, Forrey, Linda, Moulton, G, Thomas, E F., Deose, David, Barney, Kevin, Tanchyk. R, 
Fricke, R H., Zecca, Anthony, Schwalm, S, Burrows, Robert, Siriannl, Suzanne M., Barrett, Susan D., 

Letourne, Paul, 1110 - Boston ROU(PROVENL), Diciero, John P„ Santiago, Julio R., Leonard, Michal K., 
Wolking, W, Borjeson, John, Payne, Jennifer, Jackson, A, Smith, Richard A., Jurgensen, KurtT,, 

Feltman, John P„ Brandt, Kevin E,, Leonard, John M,, Kight, Earl, Ferencak, Cynthia L., Kavanagh, John P., 
Gambardella, Mark R., Norris, Chuck H., Figueroa, David A., Agner, Edward, 

1200 - New York Region (SCULLYA), 1210 - New York ROU (ALVICHA), Eckardt, Diane C„ 

Krumlauf, Phillip K, Klein, John F„ 1300 - Philadelphia Region (HAYESJ4), 1310 - Philadelphia ROU (METZG), 
2310 - S. Florida ROU (FINKLEP), 2300 - S, Florida Region (SMITHJ5), 1600 - Buffalo Region (BURRELL), 
1610 - Buffalo ROU (BRZEZIE), Alese, Louann F, Roth, Kari L. 

From: Kuruc, Nick 

Posted: 12/4/97 14:45 
Opened: 12/5/97 9:10 
Subject: Amerada Hess-Business Status 



See attachment 


Note to Affected ROU's: Please copy to all Retail Reps with Chain ID’s 0353-02-01 through 08 

0353-03-01 through 08 



Source: https://www.industrydocuments.ucsf.edu/docs/qlbyOOOO 


51850 5908 
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Tobacco Company 



G. N. Kuruc, Jr. 
400 Raritan Center Parkway 
Raritan Center 
Edison, NJ 08837 
Phone 732-225-4774 
Fax732 r 4J 7-9076 


December 3, 1997 



* 


To: All Key Account Managers With Hess Division and McLane (Hess) 

Responsibility 

All Account Managers With Hess Division Responsibility 

All Retail Managers With Hess Responsibility 

All Retail Representatives With Hess Responsibility 

RE: Amerada Hess Corporation- State of Business (through 3rd Quarter 1997) 

Ladies and Gentlemen: 

I would like to take this opportunity to share some very impressive numbers with you that 
clearly illustrate the results of a concerted RJR Team Effort at every sales level that began 
with the signing and implementation of our Retail Partners Contract with Amerada Hess 
over two years ago. 

□ Total cartons sold have increased significantly when comparing 4th Quarter 1996 
through the most recent 13 week period (8/18-11/16) in all Hess Groups: 
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Source: https://www.industrydocuments.ucsf.edu/docs/qlbyOOOO 
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□ RJR’s Share of Market has grown through the use of National Promotions, The Retail 
Accrual Program, and the Forsyth Accrual, At the same time Philip Morris share has 
declined: 
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*PM Exclusive Contract signed 1/1/97, broken 9/97 


□ The performance of DORAL and Hess’s Private Label Forsyth Brand SIGNATURE 
has also shown positive strides. Again Philip Morris Basic has been negatively 
impacted: 
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□ The numbers which are most important to Hess, and which reinforce RJR’s position 
as the Category Educator are those which compare the Full Price Share of Market Vs, 
Actual Full Price cartons sold: 
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The above figures clearly indicate that Hess has made the right move using the 
Industry Approach . 


-All Manufacturers are promoting their product lines. 

- Promotions are available at every price tier... Full Price, Savings and PL 

- The Private Label Brand SIGN A TURE has captured a significant share of 
market, and most importantly brought a new type of smoker into Hess 
Locations. 

- Hess Locations have become the destination for smokers at all price tiers. 


Source: https://www.ind.ustrydocuments.ucsf.edu/docs/qibyOOOO 
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I wanted to share these great numbers with each of you to show how an ongoing 
effort by every one involved....at Hess Headquarters.,..the supplier level with 
McLane....Hess Division level....ROU communication to the Field,,., and most 
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importantly implementation at store level, can pay off in terms of added RJR volume 
and share of market. 

v; ' Thanks for a job well done, and keep up the good work! 

$'.■ Best Regards 

i| '%U& *KcVulC 

cc: M. A. Young 
J. R, Loftin, Jr. 

R. F. Kane 

. W. J. Roth 

W. F. Tucker 
R. L. Rissler 
^ D. C. Turner 

J. M. Piscitelli 
J,. Perry 


V. 


Source: https://www.industrydocume.nts.ucsf.edu/docs/qlbyOOOO 
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